Rough Notes Magazine Index For 1978 


ADVERTISING 

Dominant Agency Must Continue 

To Advertise Sidney O. Nash, Jr., May 
Advertising Price Builds Volume Of 

Personal Lines J. Richard Harruff, May 
Local Sports Broadcasts Provide 

Inffective Medium Michael EK. Heitz, May 
Ad Plan Involves Budgeting, Media Choice, 

Copy Preparation Walter Scott, May 
Advertising Blitz Establishes New Agency's 

Identity Norris D. Thune, June 


AGENCY CONSOLIDATIONS 

Merger Forces Changes In Management 

Style Thomas P. Faulkner, March 
Mergers: A Move To More Functional, Effective 

Organization Frank B. Manzardo, July 
Compatibility, Credit Policies: Critical Factors 

To Consider Gerald L. Dunn, CPCU, July 
Anatomy Of An Acquisition .. Karl L. Peterson, CPCU, July 
Acquisitions: Expansion Of Capabilities For 

The Competitive Edge : John W. Terrill, Jr., July 
Affiliation Preserves Autonomy, Reduces 

IiXxpenses ... Less Snell, August 
Agency P ure nnes ane ements Influe nee Futur 

Loss Ratios . ‘ Kdward "T. Keale, October 
Agency Purchases Spur 

Growth acces jicenis Larry D. Newberry, October 


AGENCY MANAGEMENT 

Broad Owne — Structure Strengthens 

Agency Tom Porter, January 
Company-Run Program : Gendie 

Agency Efficiency —— Jack Payan, CPCU, January 
Servicing Large Volume Requires 

Kifliciency .- ‘. W. S. Joiner, CPCU, January 
Smaller Agency Management: Procedures & 

Personnel ...John G. Eggers, CPCU, January 
Testing Procedures, Benefits He ‘Ip Build 

Quality Staff George V. Kane, Jr., February 
Determining Ade quate Pay Scale—An Essential & 

Difficult Task : 
Your Ove ri ull Leadership Qualities Can Determine 

Agency's Suc March 
WHAT IT COSTS TO RUN AN INSURANCE 

AGENCY Questionnaire April 
Job Descriptions Serve As Useful 

Cruidelines Jack W. Hoffman, CIC, FMS, April 
Expressing Appreciation To Employees Can Keep 

Their Motivation High April 
Division Of Responsibility Promotes 

efficiency Thomas L. Miller, June 
Fighting Your Way Through The Summer 

Vacation Crisis June 


February 


Holding Mee tings : Useful Exercise Or A 

Waste Of Time? July 
Weighing the Pros & Cons Of Open 

Office Layout August 
Computer Technology Speeds Personal Lines 

Service Kenneth Imrie, August 
A Potpourri Of Management Tips September 
e grey Quoting Computer Provides 

Added Service Kdward J. Seymour, Jr., October 

Examine Your Agency Activities To Maximize 


Productivity October 


What It Costs To Run An Agency 
Part I Thomas A. McCoy, December 


CENTENNIAL CELEBRATION 
First Issue of Rough Notes 
Agencies In Existence For 100 Year 


Or More ? November 


Pages From The Past At Rough Notes 
Magazine 


COLLECTIONS 

Changes In Payment Terms Call For Uniform 

Collection Plan ? Gary V. Trippe, CIC, February 
Interest Charge Accepted By Late-Paying 

Clients Robert J. Kranz, February 
Bad Debts EF liminate d Without Direct 

Billing --Robert IX. Schumacher, February 
Uniform Collection Plan Minimizes 

Problems Jerald IX. Jencks, May 
A Responsible Collection Policy : Prerequisite 

For Success .-Hdwin L. Overmyer, CPCU, July 
Direct Bill, Premium Financing Help Control 

Accounts Receivable M. E. Lane, September, 
Careful Collection Procedure Minimizes 


receivables Problem... William E. De Gise, December 
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November 


November 


COMMERCIAL RISKS 


THE FORUM: New Policies Simplify Commercial 

Auto Coverage . auaee Roy C. McCormick, January 
THE FORUM: ¢ ‘ontributing Insurance Endorsement 

For Large Risks Roy C. McCormick, February 
Survey’s Success Isn’t Measured Only By 

Immediate Results .......--Gordon B. Roberts, April 
Good Rapport With Underwriters Helps Build 

Commercial Volume Robert Stiegemeyer, April 
Account Division By Alph: tbet 

Proves Effective aaa David M. Schiller, April 
Start With Small Accounts And Service 

Them Well ... = Roger Commerford, April 
Self-Insured Retention Pl: ins Provide Mconomical 

Alternative . ‘ = John W. Kennedy, Sr., June 
THE FORUM: Standard Liability Provisions Available 

On SMP . : J Roy C. McCormick, July 
THE FORU M: ‘Iso’ s Ne w Garage 

Policy a a Roy C. McCormick, August 
Small Commerci: al Accounts : Route To Improving 

Profits -.. cca Victor A. DiSerio, September 
Tourist Area Prese ents Opportunitie s, 

Problems : William H. Skiff, September 28 
Watch For Changes In Clients’ 

IXxposures ...... : .......JOhn R. Stone, CIC, September 
Dividing Producers’ Rol es Ke eps Service 

Standards High .. ...Joseph F. Lacerda, Jr., September 
Moving Away From Dependence On Personal 

Lines . z ..William R. Barringer, September 
Ask Insurers ‘About Premium 

Credits : .......Frederick A. Lane, CIC, October 80 
Focus On P roapect’ s Business And The Approach 

Becomes Easy ..James 8S. Crank, October 82 
Guidelines For Insurance On Flue tuating 

Inventories Roy C. McCormick, December 16 


EDITORIALS 


Agents Review The Market 

Crunch ; ...Thomas A. McCoy, January 
A Look At Your Future ‘In 

Personal Lines ..... oar Thomas A. McCoy, February 
Use Study As Guide To | Gre eater 

Profits ; Thomas A. McCoy, April 
Is There A Future For Outside 

Arbitration? Thomas A. McCoy, May 
Simplified Policies: A Major 

Achievement : Thomas A. McCoy, June 
The Human Side Of Commercial Lines 

Selling : Thomas A. McCoy, July 
Some Thoughts On 

Inflation Thomas A. McCoy, August 
Agents-Washington Relations 

Measured Thomas A. McCoy, September 
Zeroing in on Agents’ 

Concerns . Thomas A. McCoy, October 
Centennial Issue Focuses On 

Perpetuation . Thomas A. McCoy, November 


EXCESS & SURPLUS; SPECIALTY LINES 

MARKET PLACE REPORTS: Golf, Country Club 

Policy : Wallace L. Clapp, Jr., CPCU, January 
Specialty Market Outlook 

1978 om Wallace L. Clapp, Jr., CPCU, March 
Placing Risks With Spe cialty Market Helps Standard 

Market Relations d Bob Rollins, March 
Specialty Markets Preserve 

Contingencies Caldwell L. Haynes, CPCU, March 
Products Liability: An Overview And Some Possible 

Solutions ...... James H. Soper, March 
When Standard M: arke ts Constrict, Look To Ex« 

Surplus Field . ; James Buttitta, March, 
Check Dwelling Renewals For ‘Possible Shift 

To E&S Markets x Edward C. Word, March 
Kconomic Growth Depe nds On Progressive 

K&S Markets " James bs. Fallaize, March 
Outside Insurers Can Save “Small 

Firms eed Dan Gaddis, March 
energy Related Business Requires 

K&S Markets . Sam Suplizio, March 
Non-Standard Business Provides C ash Flow 

After Agency Purchase U. L. Freeman, March 
An Overview Of Captives And The 

Reinsurance Market Andrew J. Barile, CPCU, March 
High Premiums Compensate For Low 

Commissions Duane Kasal, March 98 
Additional Business Retained Through Use 

of E&S Markets John Kk. Goodman, March 99 
Municipal Risk Management: An Idea Whose 

Time Has Come Haig G. Neville, CLU, CPCU, March 101 


(Continued on page 66) 
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Use Surplus Markets Both Defensively 
and Offensively 

Stay Ahead Of Direct 
Writers Norman W 

Products Liability Rating Presents 
Challenge 

The Whys and Hows Of Using 
K&S Markets Tom Long, March 


Richard Hubbs, March 103 
Ashford, March 106 


Daniel F. Maher, March 111 


Specialized Coverage For Rental 

Industry Hal Taylor and J. Emmett Taylor, March 
Prices Vary For Municipal 

Coverage Carl Hagenkotter, 
MARKET PLACE REPORTS: New Car Dealer 

Program Offered Wallace L. Clapp, Jr., CPCU 
Umbrella Liability Policy: Its Use and 

Misuse tichard O'Hara, April 62 
MARKET PLACE REPORTS: Supermarket 

Package Developed Wallace L. Clapp, Jr., CPCU, May 20 
MARKET PLACE REPORTS: Underwriter For 

Coal Industry Wallace L. Clapp, Jr., CPCU, June 
MARKET PLACE RE homes, * og a — i 

Trend allace L. Clapp, Jr., CPCU, July 18 
MARKET PLACE REP aa. Specialty Market 

Outlook Wallace L.. Clapp, Jr., CPCU 
Ii & S Placement Requires Advance Knowledge 

About The Risk Charles N. Fiske, September 
Directors’ & Officers’ Legal 

Liability A. E. Pfaffle, September 
Increasing Percentage Of Business Goes Into 

Specialty Market Gary R. Rininger, September 
MARKET PLACE REPORTS: 

Designed For Medical Service 

Agencies Wallace L. Clapp, Jr., CPCU 
Basic Rules For Using Surplus Lines 

Facilities Carolyn Il. Furlong, CPCU, CPIW, November 113 
MARKET PLACE REPORTS: Agents Provided With 

Market For Bank D & O 

Coverage Wallace L. Clapp, Jr., CPCU, 
MARKET PLACE REPORTS: Kidnap, Extortion 

Coverages Indemnify Individuals, 

Companies John R. McDonald, December 


March 120 


April 20 


, September 24 


Liability Program 


October 22 


November 


FEMININE VIEW 
Employees Look To Supervisor To 
Set Example Rose V. 
Think Through Your 
Priorities Rose V. 
Booklet Provides Reference Source For 
Career Opportunitic Rose V. 


Overcoming Fears: A Step Toward 
Success tose V. 


McCullough, January 


McCullough, February 


McCullough, April 
n-Agency Communication 

Problems Rose V. McCullough, May 
Joining The Highly 

Successful 3% Rose V. McCullough, June 
‘PCU Program Revisions Provide 

Incentive Rose V. McCullough, July 
Constructive Discipline Rose V. McCullough, August 
Enhancing Your Career Requires 

Positive Action Rose V. McCullough, September 
Appreciating Your Employees: Step 1 To A 

Smoother Operation Rose V. McCullough, October 
Organize Your Time According To 

Priorities Rose V. McCullough, November 1: 
Supervisor's Education Process Can Create 

Internal Problems Rose V. McCullough, December 


GENERAL 

THE FORUM: Disaster Area Property Losses Are 

Deductible For Prior Year Roy C. McCormick, March 
“ace-To-Face Selling Keeps The Business 

Exciting Robert L. Linnett, March 1 
THE FORUM: Agents Have Access To Flood 

Insurance Facilities Roy C. 
Plans For '78 Involve Active Solicitation, 

Internal Efficiency Rose Barker, May 
THE FORUM: Surface Water & 

Flood Risks toy C. McCormick, September 
Thorough Questioning Identifies Clients Coverage 

Needs Clifford M. Clemons, October 
Don't Underestimate Prospect’s Knowledge 

of Insurance Thomas J. Hunsaker, October 
Education Of Clients: Key To Account 

Retention M. Sue Ireland, CPCU, 
Maximize Production Time To Increase Growth 

In 1979 Robert C. Hug, Decembe 
Buy And Sell—Coordinating A Program To Increase 

Business Verner Calvin Jordan, Jr., 
Goals Center On Small Commercial 

Risks George E. Ayres, December 
Company Rapport Is Crucial In Reaching 

Profit Goals David R. Horne, 


McCormick, April 


November 


December 


December 


LIFE INSURANCE 
Clients With Moderate Means Benefit From 
Estate Planning Byrl F. Faught, CLU 
Life Marketing Plan Can Boost Profits Of 
Casualty Agency Retta K. Hirst, February 
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January 


McCullough, March 152 


Working Women Create Market For Disability 

Income Coverage Michael J. Formhals, March 126 
Putting Your Agency In The Life-Health 

Business : tobert B. Brown, CLU, CPCU, April 48 
Decreasing Term Life—Natural Addition 

To HO Sale Robert B. Brown, CLU, CPCU, May 44 
“One-Stop” Facility Must Offer Business 

Life Coverage Robert B. Brown, CLU, CPCU, June 
state Tax Burden Creates Sales 

Opportunity Robert B. Brown, CLU, CPCU, July 
Two-Income Family: Ripe Market For Life 

Coverage Robert Bb. Brown, CLU, CPCU 
Business Transfer Cost Makes Life Purchase 

Appealing Robert B. Brown, CLU, CPCP, September 
Split Dollar Illustrations Turn On Commercial 

Clients Robert B. Brown, CLU, CPCU 
Setting Your Agency Goals: Step One: The 

Long Term Robert B. Brown, CLU, CPCU, 
Life Selling Goals For 1979: Make Them Specific. 

Challenging Robert B. Brown, CLU, CPCU 


August 


October 
November 


December 


LOSS RATIOS 


Selective Approach Produces Soaring 
Contingency Income 
Five Factors Crucial To Loss 
Ratio ; Edward J. Williams, 
Profitability Benefits Agency, Company & 
Insured : R. Washburn, CPCU, 
Making Business Profitable Aids 
Loss Ratio Richard EK. Hughes, November 


Jock G. Terry, August 


August 


August 


PERSONAL LINES 


Personal Attention To Customers 

Pays Off Patty L. Schumacher, February 19 
Adding Pe rson¢ ul Lines Companies Proves To Be 

Best ‘Choice’ -Ed Berrong, Jr., 
THE FORUM: New HO Policy Form For Older 

Homes Roy C. McCormick, May 18 
THE FORUM: ISO Option Reduces Replacement 

Cost Requirements : ; Roy C. McCormick, June 18 
Life Insurance Prospecting Methods Work For 

Property-Casualty Wayne Miller, September 88 
THE FORUM: Coverage Requirements For 

Customized Vans Roy C. McCormick, October 
Total Involvement in Personal Lines Is Necessary 

For Success Elwood V. Schwartz, November 
Location, Advertising, New Producers Boost Personal 

Lines Volume I. Barry Mohler, CIC, November 
24-Hour-A-Day Service, Quality Markets Yield 

Growth & Profit = Bob Whitmore, November 
Incentive Selling Develops Existing 

Accounts Gordon B. Mowrer, November 
Turnaround Operation Creates Aggressive Selling 

Atmosphere Robert C. Klein, November 
THE FORUM: Umbrella Liability Coverage: Important 

For Many Insureds Roy C. McCormick, November 


March 134 


REBUILDING COST CHARTS 
What It Will Cost To Rebuild This Spring 
What It Will Cost To Rebuild This Summer May 
What It Will Cost To Rebuild This Fall 
What It Will Cost To Rebuild This Winter 


February 


August 


November 


RETAINING BUSINESS; CULTIVATING 
PRESENT CLIENTS 


Keep A Close Watch On Local Property 

Values John S. Case, June 
Renewal Proce dure +S De ‘signed To Preserve 

Accounts , Troy Woodall, CIC, June 
Client Liaison Inc tudes Meetings, Seminars & 

Summary Notebooks Kdwin J. Sealy, CPCU, June 
Get To Know Your Client 

Personally : Nick T. Ferrara, June 
existing Business Provides Key To Tripling 

Of Volume William D. Ploeger, September 
Several Keys To Selling Present 

Clients 


Frank Miller, CPCU, October 


SERVICE AFTER A LOSS 

Claims Provide Opportunity To Demonstrate 

Service Walter W. Schultz, May 
Centralized Authority Improves Claims 

Service Clyde H. Derrick, Jr., 
Uniform Procedures Help, But Treat Each Claimant 

As An Individual Louisa Henry, October 
Loss Examples Show Agency's Active 

Role a Richard Clarke, Jr., 
Common Accidents Call For Uncommon 

Service Henderson Traylor, October 
Agents Must Coordinate Loss Handling 

Details Harold S. Wilson, October 


Claims Handling Person C: Be A 
Sales Asset 


October 


October 


William Havey, November 118 
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